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| CROP MN SWIRAINIGE SAULIES. 


Crop Insurance must be "sold" to the individual producer. 


All past exporicnce in Federal crop insurance programs has demonstrated 
clearly that the cxtent of participation in the program depends almost entirely 
on how well end enthusiastically the sales campaign reaches the prospective 
buyer se 


There are fow poople who walk in the front door of a county AAA office 
and ask to sign insurance contracts. To make: crop insurance a success re- 
quires a "selling" campaign unlike any other job handled by Triple-A. Be- 
cause “sclling" crop insurance to the individual buyer is so important, every 
State and county commit tecman and every fieldman has a responsibility to 
organize and carry out a planned sales campsign that will get results. 


* * * 
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Bocauso Adis already had an effective and efficient organization in the 
field, we were asked to take over the job of selling crop insurances This 
means that ALA must see that insurance is offered to every producer in the 
county and statee 


The first responsibility lies with the State ‘Committesc. It is the duty 
of this committee to set the whecls turning for an effective State-wide sales 
campaigne 


The next responsibility lies with the County AAA Commit tee : 


1. To draw up a sales plen for the county. 

2, To obtain and train salos agents. 

4. To supervise the campaign and conduct the follow-up work. 
‘ hl. To sec that every wheat farmer is contacted. 


ATTENTION seers counrttes 


As the first step for a State-wide campaign, the State Committee should 
meet with all ficldmen to map a sales plan and discuss all administrative 
points of the crop insurance programe 
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At this mecting, you will, want ,to analyze sales ideas used in counties 
which have obtained high participation in past insuranco programs . A summary 
of these results should be given to all ficldmen. 


The State mocting should includes ee deat sin im 


1. Thorough study of the sales manual "Selling Crop Insurance", 
for ideas to be used in campaigns . ace 


Fale Writing of a wmiiform sales campaign to be suggested to county 
committees for possible use by sales agents. | 


3. Each ficldman should demonstrate.the sales approach and 
techniquc he oxpects to use in selling crop insurance to his 
county committces. He, should réview with the State committee 
the salos campaign plan that he will follow. 


le You.should arronge for district or area meetings to be attended 
by county committees. Theso mec tings should be conducted by 

the ficldmen, assisted, if possible, by a momber ‘of the State ~ 
Committoc. ; “Ab hits 


(ATT TMT MIM. ce eh COUN TY COMMITTERS 


Probably the most important subject.to be discussed wi th the County 
Comnittcemen is the selection and training of insurance sales agents, Stress 
should be placed upon the noed for getting salesmen who are convinced of the”. 
general mertis of crop insurance---who believe in crop insurance---who will 
preach the protection benefits of crop insurence instead of arguing over minor 
details that cannot ‘be changed. 


The whole "tone" of your sales campaign will be set in these district 
meetings. Personal opinions on rates and yiclds should not overshadow the 
really important thing---pr tection which the contract gives the buyars 


RATES AND YIELDS CANNOT BE CHANGED IN SLES MEETINGS. 
The four big jobs for a County Committee, 


1. If possible, a moeting should be held to explain crop 
insurance to all interested people in: the county, in- | 
cluding community committeomen, representatives of other 
agencies, farm organizations, bankers, elevatormen, and 
local businessmen. 


2. Sclect agents. Committesmen ,, other farmers,. professional: 
insurance salesuen, and others who show an interest in 
the program should be encouraged to become agents. 
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he Follow-lp neotings -should -bo-+held. rogularly: with agents «°° 
during tho oanpaileas - ” 
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State and County Committecs are responsible for informing every wheat 
producer about crop insurances You also can help sell insurance if you tell 
oth:r people who are intcrestcd in farming about the program. Bankers, mer- 
chants, warchousemen, machinery and supply dealers, elevator operators, mill- 
ers, and’ othcrs who depend on farmers for business have 4 personal stake in 
pushing any program which assures farmers a return from their crope 


Letters or pos teards should be sent to every producer in the county 
during the sales campaign. iA news release cach week during the ia will 
help. Radio facilities should be used where possible. 


Committeemen should take advantage of every opportunity to explain 
crop insurance before civic, religious, business organizations or other 
eroupse 


Any ideas for improving the program should be siven to the state AAA 
committec ---- not aired in a sales meeting. 
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TO ASSIST AKA Committees in carrying out an information program, the 
eid tags office will provide suggested materials throughout the campaigne 


Here's a TIMETABLE of informe tion materials aiceney in the mill to 
be-used in the sales drives: 


Kind of Material To Reach Field on Or About 
Letter to farmers announcing campaign: Sey SO area 


(Also postal card for alternate use) 
Radio Spot Announcements 2 ; June 15 


Fill-in press release for States, announcing June 15 
wheat insurance program -: general details 


Fill-in release for counties (same as above) June 22 
S-minute radio annoumecement or interview June 22 
Suggested layouts for advertisanents June 25 


(with mats) 


n ess ‘release’ ‘for comties ethes th 
name §_ of agonts - ste 
eas ee for use of inte “ana pete ds pe 
lustratet envelope asc to be sent prodwe crs: 
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pb iean ere release for States, sign-up started, 


ay: press release - examples and experience mulpnan fal cre yur ve ish 
ae years, promoting Bogert program. : RR ne 
x nae Yay Vaya, arate peste ie 
Re re) spot ennouncemen ts - sign-up in progress, A CRIA ECU No hea dt 
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“Rueust 15." 
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Berta’ postal card) to producers - os can . August 22 
Atyine oa closing dato ve A AN 

Wires: to farm program directors of radio 

ee ate over elas informing them of 
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-in press release for counties, 
ie Mas San dh of closing date 
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“THESE Racecar posteards, fein news releases, radio intor vie} 
jouncenen ts and advertising mats, arc. merely suggestions + You may 
write better ones right in the State: or County OP g Rees eas ee 
situation ‘botter than we do. uf 


PERIENCE of Saree 
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*x* In one Southern atate, the "first? step" mecting of ficldmen and State 
Committeemen lasted an entiro wecke Result: Nore than TWICE as many 
cotton contracts sold in 1945 than in 193. : 


*xx*x In many counties, salesmen have made more sales by talking premiums and 
coverage in terms of dollars and cenésiinstead of bushels. 


xxx “Protection is the key sales word. Fire and other types of insurance 
aren't sold as money-making propositions. Neither is crop insurance 


«x* "Tho best news is local newse" And the best selling point is to remind 
the prospects of crop losses that have happened in his community in re- 
cent years---possibly oven in recent weckse 


*x*k* Ton alert andasgressive salesmen will sell more insurance than 20 sales- 
men who are only lukewarm toward tho programe In fact, lukowarm salesmen 
tond to slow down good salesmen. 


«ek Selling “ALL-INCLUSIVE PROTECTION" is tho most important idea to get 
-gcoross to salesmen. Crop insurance won't make money for a farmer 3; 1% 
will PROTECT his investment in the crope 


xa At county or conmunity meetings, it's a good idea to ask how many in the 
audience have fire or life insurance ee. end how many hope to collect on 
either during 1946. 


«xx State Committeemen should visit any county or area in which sales are 
lagging, and assist county committeos and salesmen in pushing the pro- 
(SY GN e ; 

\ 

xk* Newspaper cditors are interested in a sound agriculture for the ir 
communities because agriculture probably is the income lifeline of the | 
dommumitiis.. A few minutes spent with an editor will pay good dividends 
in contractse 
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& LAST WORD from J. Carl Wright, manager of the Federal Crop Insurance 

Corporation: . 


“Every porso connocted with this Corporation, whether he -works in 
Washington, in a Regional or State office, or on a field job, wants to give 
all the help he can in selling insurance While Triple-A, has the main job, 
the FCIC people are not simply sideline sitters. We'll be glad to help 
wherover you want use" sae 
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“Orgenizing Crop ly Insurance een ‘A. suseented: campaign gst les 
guide State committees and Fieldmen. May be adapted for county us 
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i ‘Selling Crop Insurance. A printed | manual to help. sales Be : 
ey every. to States areound June 25. i ities 


wu Nou Be Next? Tiveieesed. sales circular on Po toeeavane paper stock 
suitable for direct mail or hand out distribution to insurance prospects 
_ May be used to promote sales of any type oF crop insurance. Soheduled 
-o\ for delivery. ‘to States around dune 25. arene? ei 


i sce ‘rare pera od uapeetone Ond in dune issue of The Count 
| )Gentieman. Another being sent with photographs to farm papers. oars 


Suggested Letters ‘and Parecauday For direct mail ta" prospects. To be 
mailed to States star ting gune 15s." PS: Cie as Ti er ea 


Yes and Radio Releases. A layout of releases for an oight-week campaign 
ie will be n&iled to States starting around June 10. Includes sugges ter eae 
“press releases, radio scripts, and radio news items es use in pick: 3 


ree 


, Adyar tisonent Mats. Two- and threv;column pats of adver tisonents: which” 
can be fee in local papers by salesmon, singly or in groups. Als: 
one half-page leyout including mats of illus trations for possible use py 

Peace ® sponsors. For mailing about Juno 15. aay way Ta 
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ees A vivid ones on ‘insurance protection, roady about duly 10. 
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Je How Crop Insurance Will Work on Your Wheat Crop. “Oh ae “summary of h 
ae ‘policy applies‘to a particular farm; for adaptation and duplication ie) 


“) counties. : (Attached). 


ey Min orma ti ork for Insurance Applicant. «a card to be ‘Lett with atenere 
- ‘Gontracts at time of sales. For possible use and sel ee 
_ (Attached). ne } La neas | te 


, 


ee (All of the above items except Nos. 1-9-10, are being prepared end. 
Paar . cated by- the FCIC in Washington. s_ Tf States or counties want tort 
Acie sage Nos. 1-9-10, they will have to duplicate same from the attached co 
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(Illustrated Sales Promotion folder for distribution to prospects. This 
folder will stross the broadness of risk coverage provided by Federal crop 
insurances The statements here are ‘tho printed mattor only.) 


ONLY Federal Crop Insurance 


Pi aheots You 


against ALL These Hazards 


DROU ‘HT 


FLOODS 


FROST 


WINTERKILL 


a 


Pests . . » grasshoppers, corn 
Fire . e:« strikes crops 


Storm » « « black clouds 
e. + « what will they bring? 


Drought .« . « parches fields 
« e « Shrinks income. 


Disdase ~« « « Wilt; rust, othor 
plagues . » » no crop is safc. 


WIND 
FIRE 
WILDLIFE 
INSECTS 


DISEASE 
borers, chinch bugs, worms. 


without warninge 


Floods « .« e washed-out 
crops bring despair. 


Hail ». . . a year's work wiped 
out in a few minutese. 


Boll Weevil . . + relentless 
scourge of the Cotton Belt. 


Farmers Gamble 


on the Weather 


Every fe ex in practically every county, there are some farmers 
who lose on the gamble .... who fall victims to a devastating quirk 
of the weather .. » hail, wind, drought, floods, winterkill . .-4 
or who suffer loss from some other uncontrollable hazard .... rust, 


insects, fire, wildlife. ' 


Your farm is just a small speck on a map pf these broad United 
States. Yot the records show that no farm is safe from possible 
crop damage or disaster caused by natural hazards.. Farmers, re- 
gardless of where thoy live or how well they farm, are robbed of 


their cropsSe 


The lucky farmer may have escaped year aftcr year -- yet he 


never knows. HH MAY BE NEAT. 


Fedceral'crop insurance is the only all-risk insurance offered 
you against natural hazards. It is the only protoction against 


loss of your year's work and investment. 


ad 
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The NEW: 


> 
Federal 
b €¥op Insurance 


pia What it does 


Protects the insured crop against damage 
from drought, floods, hail, frost, winter- 
kill, wind, fire, excessive moisture, storm, 

insects, wildlife, plant dis¢gases, and any 
other natural ciuse. If your crop fails to 
yield the insured amount of coverage, you 
collect an indemnity to bring your return 
Wo ito the insured amounte- 


Li What it costs 


Your premium is based on past records 
showing the actual risk of growing the 
crop in your coumty. Since admini- - 
strative expenses of Federal crop 
insurance are paid by the Government, 
the premium rates are limited to the . 
amount nceded to meet actual losses 
-ower a period of, years. 


mca How to get it 


Foderal crop insurance is sold throvgh 
authorized agents and through the county 
AAA office. It must be bought before ‘the: 
crop is planted or before a designated 
' deadline, whichever is carlier. Liberal 
terms are offered for paying praniumse 


WAR FOOD ADMINIS TRATION | : 
FEDERAL CROP, INSURANCE. CORPORATION 
AGRICULTWRAL ADJUSTMENT AGEICY 
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(This is suggested for County use in training salesmen and for pesetbie™ 
use in making sales. Figures in the example should be modified to. fit. 


‘ local conditions. ) 
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HOW CROP INSURANCE WILL PROTECT YOUR WHEAT CROP 


--— 75 Percent Coverage -—-- --~- 50 Percent Coverage -—- 


Acreage Production Co.Prem, Farm Production Co. Prem. Farm 

Planted Covered Rate Prem. Covered Rate Pren, 

ae Farm) | Market Value of Wheat $ 

(Sample Farm) | Market Value of Wheat $1.40 Bu, 

50 Acres 450 Bu, 2 Bu. 100-Bu, 300 Bu, \lsBue 50 Bu. 
($630.00 $2.80 $140.00 . $420.00 $1.40 $70.00 


Payment of Premium 


Aes 


A note covering payment of the premium is signed when you apply for insur. 
ance, You can pay this note anytime up to (date) at the current market 
price for wheat on the date of payment. 


Adjustment of Crop Losses 


AN 


eS! 


Notify the county AAA committee of any claims for loss. Adjustments will 
be made by @ representative of the Federal Crop Insurance Corporation. 


If you harvest less than your insured production, you will receive the 
difference between what you harvest and your insured production. 


EXAMPLE: Coverage 450 Bu. . 
Harvested (3 Bu. per 
Acre) 150 Bu. 
You Receive 300 Bu. 


In case of total crop loss with no harvesting expense on your part, you 
will receive indemnity up to 80 percent of your production coverage. The 
deduction of 20 percent is made to cover the harvesting expenses which 
you normally would heve had to pay, 


EXAMPLE: Coverage 450 Bu, 
You Receive 360 Bu. Indemnity 


7 


If your crop is substantially destroyed, you may , upon release by the 
Corporation, use the land for a substitute crop besides receiving 50 pers 
cent of your OT AREF as indemnity. . 


* 
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WHAT EVERY FARMER WANTS 


* Good Prices 
* Better Land 


* Crop Assurance 


Ever since man first tilled the lend, farmers have sought these 
throe things as the basis for their happiness and well beings Until a 
few years ago, their attempts to obtain these desires had been none too 
successful. 

It took a-Nationwide collapse of agriculture to awaken the 
Nation to the realization that a sound agriculture was vital to its 
existences As a result, the Government, cooperating with farmers, has 
made big gains towardecesece 

Good PriceSeeeeeseeThrough loan and, price support programs. 

Bettcr Land......-Through soil improvenent programse 

But %2od prices and productive soil mean little to the income 
of a farmer when the. uncontrolleble factors of weather, crop diseases, 
dnd insects work against him. It‘sas uncertain as life---which we in- 
sure against. It's as uncertain as accidents---which we insure againste 
Doesn't it soem foolish not to insure the crop that pays for this other 
insurance? 

The third desire of farm people is now attainablesssscce 


Cron Assurancc.....+.eThrough Federal Crop Insuranoe. 
———— nnn 
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"AM I NEXT?" 


Farmers gamble on the weather. The success or failure of a 
whole year's work end investment hangs on the weathere 

Most of the time, farmers win their gemble. Yet Bee rt 8 
in nearly every part of the country, there are some farmers who lose 
--- who fall victims to droughts....floods....storms..sehail.... 
lightning...sfrost....winterkill.....wild-life....oxcessive rain- 
fall....firc....wind....discase....insects. | 

These’ misfourtunes play no favorites. Farmers, regardless of | 
where cney live or how well they fa.rm, are robbed of their cropse 
The lucky farmer. may have excaped year. after year --- yet he never 
knows. HE MAY BE NEXT. 

When his crop is lost, his plans are upset --- plans for Saye 
for educating Mary and Johnny, for repairing the barn. It may bo 
necessary to mortgage. the farm before the victim can stare again the 
next yeare If his credit is exhausted, misfortune may be¢ome disastere 


ty CROP INSURANCE PROTECTS AGAINST SUCH HAZARDS. 
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THE GOVERNMENT AND CROP INSURANCE 

Why is the Federal Government in the insurance business? 

Farming is a hazardous businesSeeee+SO risky that few private in- 
surance companies have ever attempted to write insurance to cover all 
hazardse The few that tricd° abandoned the attempts e 

In Bete that farmers could insure their business similar to the © 
protection offered other businesses, the Government has established a pro= 
gram of crop insurance. The situation might be es eke to the Govern- 
ment's establishment more than a centuny ago of a Netionwide postal 
system. No private or State company was able to tackle the jobs The 


Government could and succeedede 


History 

Ever since the time of Benjamin Franklin, there has been discussion 
of the need for crop insurance. Stimulated by a growing demand, the Fed- 
eee Government began in 1920 to study plans for all-risk insurancée It 
was not until 1949, after the disastrous droughts of 194, and 1946, that 
a program of Federal insurance was approved by Congress and offered to 
farmers. Wheat was the first crop covered and cotton was added in 192. 
No Fratinands was written on 19h crops. | 

The 1945 program provides general coverage for wheat, cotton, 
flax and cover age on corn and tobacco on a trial basis in selected counties. 

The Federal Crop imeuranoe Corporation is an agency of the War 
Food Administration. The manager is appointed by a board of three directors 
who in turn are appointed by tho War Food Administrata. A part. of the 
field work is handled through offices of the Agricultural Adjustmozs Agency. 
Reports of losses are made to county AAA offices and adjusted by representa- 


Crop 
tives of the Fedor al /Insurance Corporation. 
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They Won't Grab -the. Pencil From Your Hand ~ 
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If there's one thing that people solling insurance have learned 
from bitter oxporionee, it is i is ot . An aeiieg Ranh d) 
ALL INSURANCE MUST BE SOLD. 
i There is no Seieieae dav nareonal @arbeet and enthusiasm in sell- 
LHe LS UATLOC + Of course, a good, sound product comes ahead of everything 
elses ay 
You have ite ‘Can vou think of anything with more appeal to a farmor 
than to be assured a crop at planting time? 
Oe Lee aay 
It Pays To Plan | 
Your best preparation for selling is to lay out a sales talke 
You don't have to be a high-pressure promoter to plan and use a 
gales talk that will ect resultssé.and commissionss. Simply sit down with 
paper and Pencil and write down your plan. 
FIRST. Think over tho horso-sense reasons: for buying crop insurance 
---- "I may be next to lose....covers all natural risks..-.protects my 
time and money investment....assuros incomes.» enon-profit." , 


SECOND. Write dow your selling pointse’ Include some aimed 


directly at the prospect you are about to sede Organize the points of 


your sales plan one-two-threo. Be sure you have a closing punch, 


THIRD. Once you begin talking to the prospect, stick to your 


Bois 


plan. Keep the conversation on the right track. Don't talk rates until 


you are ready to talk rates. 
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You are ready to tackle your first insurance prospect for ¢rop in- 
surance. What approaches are you going to use? 

Here are some angles that have paid off well for other sellers of 
crop insurance: 

SELL PROTECTION. Point out that crop insursanee is the only sure- 
fire protection for the man who is "next" on the crop failure list. No 
matter how good seed is uged, how much work is done, only crop insurance can 
guarantee 9 return at the time of plantinge 

PICK OUT SELLING POIN’S which will appeal particularly to the man 
you are talking to. And don't forget to address some facts to the farmer's 
wife. Women have more to say than the menfolks about how the family money 
is spent. 

DON'T ARGUE ABOUT PREMIUMS AND YIELDS. If .the prospect thinks the 
cost is high, emphasize the all-risk coverage of Federal’ crop insurances 
No other policy offers such all-inclusive protection. 

YOU CAN'T CHANGE THE RATHS. Salesmen for. other types of insurance 
cannot change their rates. Crop insurance rates are set by actuarial 
experts from study of past production and loss records for the farm and 
the community. 

CROP INSURANCE IS. NOT A PROFIT-MAKING DEVICE. No one buys fire or 


any other insurance in hope of collocting on ite Likewise, a farmar docs 


not vaccinate-his hogs and expect them to dice 


CKOP INSURANCE PREMIUMS sRE DEDUCTIBLE as an operating expense from 
gross income on Federal income tax returnse Furthermore, Federal crop in- 


surence is non-profit; the Government pays the operating costse ’ 


Beret Oils le'e oes 6 
*- Let the prospect have his say w ithout interrupting him. If you 


seo a final "No" coming, stall it off...sugsest that you call 


6S 


Fan Yo 


apnaine 

* Watch for prospects on Main Street, at gine ond at -other 
places where farmers and landlords gather. 

* Recall past crop losses in the nei shborhood and call attontion 
to them. This is something that always stvikes homo. 


3 


* advertise your produc t.... through newspaper ads, movie slides 
sive-awey cardse | 

#*Reach absentee landlords by mail. Anyone with an interest in 
the crop is an insurance prospect. 

* Talk the idea of crop insurance to bankers, elevator men, and 


other influential people who talk to farmers. 


PEGs p's co's 0 ce 

* Don't try to sell with anyono present except tho Rennes or mom- 
bers of his family. Don't talk to prospects in EY OUDS » 

* Don't rush 4 man into sisning. On the othor hand, don't delay 
when you "fcel" the iron is hot. Waiting creates doubts. 

* Don't attempt to sell at a time inconvenient for the PY OSNCCTeecee 
when he has one eye on the clock or is fidgeting about other things. 

* Dente aon with a prospect. If he becomes too arrumentative 
himself, make your exit. Your very silence may make hin think 


he is missine something. 


‘ 
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YOU MUST HAVE THE ANSWERS 


Every good ae amen knows his producte You should know these 
things about Federal crop insurance: 

* The hazards insured againste 

* The neriod of coverages 

* How the coverage applies to each farm. 

* When and how premiums are paid. 

* When, where, and how claims for losses are reported. 

* The method of adjusting loss claims. 


* The procedure for paying indemnities. 


ARE you. "SOLD"? 


Do you believe in crop insurance? Do you carry it on your crops? 
The final test of any salesman is enthusiasm for his product. If 
you DON'T believe in crop insurance, you can't Sell itssersccccescsecees 


If you DO believe in its cusses .VOUCan BOLL iG. 


, - Geo 
ROUGH... DRAFT : 
Information for Insurance Applicant. . 

To be duplicated on cards by county if wanted. 


NOTE TO COMMITTHEMEN: Use of this card is 

optional with your committee. It is offered 

as a possible help toward good administration ' 

of the crop insurange.program in your ‘county. 
(PRONE) 


Department of Agriculture Oh { 
Federal Crop Insurance Corporation 
Washington 25, D. 6.. 


Information for Applicant 


1. You will be notified by the Corpora— 
tion in the near future of the status 
of your application, Before any 
applications may be accepted, applica- 
tions must be filed covering at least 
one-third of the farms in the county 
on commodities for which insurance is 
offered or 50 farms, whichever is 
smaller. ; 


2. If you do not hear from the Corpora- 
tion within six weeks, you should ask 
the county AAA office about what has 
happened to your application. 


3. A letter tb be sent you by the Corpora 
tion will outline some of your most 
important responsibilities under the 
contract. 


4, If your crop is damaged, you should 
notify the county AAA committee. 
(BACK) 
This space can be used by the agent to 
list information he may want to leave 
with the applicant. 


Farm Number Coverage Premium 


